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ABSTRACT  

The national textile industry is currently under pressure due to increasing global competition and shifting 

consumption patterns. CV GWK, a producer of bed sheets and other bedding products, is facing challenges in 

maintaining operational efficiency amidst a rapidly changing market environment. This study aims to evaluate the 

company’s sales system, accounts receivable control, inventory management, and indirect cost allocation through 

an operational audit using a descriptive qualitative and quantitative approach. The findings reveal weaknesses such 

as delivery errors in online sales, inventory management without systematic safety stock calculations, and the 

absence of the Activity-Based Costing method. Based on these findings, recommendations are directed toward 

strengthening sales control, evaluating the commission system, optimizing the role of PPIC, and implementing 

activity-based cost calculations.  
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INTRODUCTION 

 

Economic globalization has driven fundamental transformations in how companies operate and market their 

products. In the face of global competition in an increasingly competitive business world, adaptive and responsive 

organizational strategies are needed. This includes efficiency in resource utilization, proper production process 

management, and strict quality control to ensure sustainable competitiveness. In the context of the garment 

industry, previous research (Asmani et al., 2025) shows that effective management and high work motivation are 

crucial factors in achieving optimal performance.  

The textile and textile products (TPT) industry is one of the strategic sectors in the Indonesian economy, 

contributing significantly to national export revenue. In 2019, this industry was recorded as the third largest 

contributor to export earnings after the oil and gas and palm oil sectors (Antara News, 2019). The integrated 

structure of the textile industry, from upstream to downstream, provides a competitive advantage in terms of supply 

chain efficiency. However, in recent years, this industry has faced serious challenges due to increased imports of 

textile products from abroad, especially from countries with very low production costs. The much cheaper prices 

of imported products have caused a shift in demand from domestic to foreign products, which has led to a sharp 

decline in demand and supply for local textile and garment products. Real cases such as the bankruptcy of PT Sri 

Rejeki Isman Tbk (Sritex) in 2024 and the rampant layoffs in various textile companies are evidence that the crisis 

in this sector is systemic and requires serious handling (CNN Indonesia, 2025). 

According to the Secretary General of the Indonesian Textile Association (API), around 70% of textile products 

currently circulating in the domestic market are imported. Although the government has attempted to provide 

incentives and reduce tariffs, the impact has not been significant in restoring the competitiveness of the domestic 

industry (Antara News, 2019). This situation requires companies to improve operational effectiveness and 

strengthen management control systems. Management audits are one relevant approach, as they can help 

companies systematically assess the efficiency and effectiveness of their operational activities, while also 

identifying sources of inefficiency that affect performance (Bayangkara, 2014).  

CV GWK was established in 2019. The company has faced challenges in maintaining its performance due to 

the influx of imported products and suboptimal operational efficiency. With a large workforce and complex 

production processes, CV GWK needs to evaluate its management systems and operational procedures, 

particularly in the sales, production, and cost control divisions. This study aims to evaluate the operational 

effectiveness at CV GWK through a management audit, focusing on sales, production cost calculations, and 

operational checks. The problems identified in this study include: (1) whether the procedures implemented by the 

sales division are optimal in terms of increasing sales; (2) whether the calculation of production cost has been 

carried out accurately and adequately as a basis for determining the selling price; and (3) how operational checks 

help the company improve the effectiveness and efficiency of sales activities. In an era of globalization marked by 

increasingly competitive business competition, companies are required to be able to manage operations effectively 

and efficiently in order to maintain competitiveness in the market.  

 

METHOD 

 

This study uses a descriptive method, which is an approach that aims to describe situations and problems 

systematically and factually according to Darwin, et al. (2021:8). This method was chosen to describe sales 
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activities at CV GWK and formulate recommendations to improve sales effectiveness and efficiency, thereby 

supporting the achievement of the company's business targets. 

Data collection in this study was conducted through field studies, secondary data searches, and literature 

studies. Field studies included interviews with various parties at CV GWK, such as management, sales, production, 

and accounting departments, to obtain information related to work systems, business strategies, and operational 

constraints. Based on the results of interviews, observations, and documentation at CV GWK, the collected data 

was analyzed to evaluate the effectiveness and efficiency of sales activities, ranging from credit policies, pricing, 

to delivery of goods. This analysis aims to identify potential improvements and develop recommendations for 

management. In addition, an evaluation of the calculation of the cost of production was carried out to ensure that 

the selling price covers all production costs and a reasonable profit margin. This research uses an operational 

examination approach with stages of planning, work program preparation, field implementation, to the 

development of findings and recommendations, based on five main attributes: conditions, criteria, causes, impacts, 

and recommendations. The results of this study are expected to provide a basis for more accurate decision making 

and encourage improved sales performance at CV GWK. 

 

RESULTS AND DISCUSSION 

 

The operational examination in this research related to the sales cycle was conducted in four stages, namely: 

1. Planning phase 

2. Work program phase 

3. Field work phase 

4. Development of review findings and recommendation phase 

 

Based on Reider's principle, auditors identify critical areas through a preliminary review to determine the focus 

of the audit. In the context of CV GWK, the sales cycle was identified as the main critical problem area because it 

was proven to have a direct impact on operational and financial performance. 

The decline in sales since 2023, accompanied by workforce reductions, production delays, and difficulties in 

collecting receivables, indicates that sales are not only inefficient but also have a systemic effect on all business 

functions. Therefore, the audit is directed at specifically evaluating weaknesses in the sales system and seeking 

opportunities for improvement.  

In addition, the planning stage also revealed a number of field obstacles such as unsynchronized stock issues 

in the marketplace, weak customer communication, and changes in the status of salespeople to freelancers, which 

led to a decline in motivation and a lack of control over targets. Based on these initial findings, the auditors 

developed an audit plan focused on sales as the central point for corrective action. 

Several work plans were developed in this study to ensure that it would run effectively and efficiently. The 

audit work program was as follows: 

1. Conducting an interview with the Executive Manager of CV GWK to discuss policies and procedures 

related to the company's sales system. 

2. Conduct interviews with the sales department of CV GWK to explore obstacles and effectiveness in 

the sales process. 

3. Conduct interviews with the production department to discuss the process of producing customer 

orders, identify obstacles encountered, and explore strategies to ensure smooth production operations. 

4. Conduct interviews with the accounting department regarding the financial reporting system, cash 

management, and management of the company's accounts receivable and accounts payable. 

5. Conducting direct observations to identify existing operational activities within the company. 

6. Performing analysis on financial statement data to assess sales occurring within the company. 

7. Performing cost of production calculations as a basis for determining selling prices. 

Performing cost of production calculations as a basis for determining selling prices. This operational audit 

successfully identified fifty-five (55) weaknesses in CV GWK's sales cycle, which were then grouped into the 

following five categories of findings: 

1. An unstructured sales system and inadequate customer service. 

2. Lack of product innovation, weak promotion, and inability to compete in the e-commerce ecosystem. 

3. Selling prices that are not supported by appropriate and accurate cost of production calculations and 

a lack of efficiency efforts in the production process. 

4. Weak financial management control, high uncollectible accounts receivable, and an ineffective 

internal control system. 

5. Suboptimal inventory management and the absence of structured raw material planning. 
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From the weaknesses that have been identified, they will be grouped into five findings in the CV GWK sales 

cycle, namely:  
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CONCLUSION 

The main conclusion from the operational audit results at GWK shows that although the sales cycle procedures 

cover important stages, their implementation is still ineffective because the stock recording and tracking systems 

are not well integrated between online and offline sales. Another problem arises in accounts receivable 

management, which does not use an automated monitoring system, thereby worsening cash flow. In addition, the 

inventory control strategy is not yet efficient because many slow-moving products are not immediately promoted 

or rotated, causing stockpiling and losses. The pricing strategy is also not yet based on accurate COGS calculations, 

and digital marketing activities have not been optimally utilized. Through operational checks, it was found that 

bundling strategies are more effective at reducing losses than individual discounts, as they can accelerate stock 

turnover and increase cost efficiency. Overall, operational audits play an important role in providing data-driven 

strategic direction so that CV GWK can improve its sales system, strengthen inter-division integration, and 

continuously improve operational effectiveness and efficiency. 
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